Recent research has suggested that people test their beliefs about other individuals by behaviorally searching for evidence that confirms these beliefs. This report focuses on the nature and generalizability of this confirmatory search strategy. Experiment 1 supported the generality of the confirmatory search strategy by showing that people generated confirmatory search strategies spontaneously, and did so whether probing for evidence pertaining to dominance-submissiveness or extraversion-introversion. Experiment 2 indicated that perceivers who were highly uncertain of their beliefs tended to search for a mixture of confirmatory and disconfirmatory evidence, using search strategies that were unlikely to constrain the responses of targets. In contrast, perceivers who were certain of their beliefs displayed a clear preference for belief-confirmatory evidence and solicited such evidence utilizing highly constraining search strategies. Finally, Experiment 3 indi cated that simply entertaining a belief raised the perceived diagnosticity of evi dence that promised to support that belief. This questions the utility of contending that people prefer diagnostic information over confirmatory information, since they are often one and the same in the eyes of perceivers. We conclude that there is a fairly pervasive, cognitively based tendency for people to solicit support for their social beliefs, but that the character and interpersonal consequences of such efforts vary as a function of several identifiable parameters.
The moment one has formed a belief that seems satisfactory, that mo ment affection for his intellectual child springs into existence, and as the explanation grows into a definite theory his parental affections cluster about his offspring and it grows more and more dear to him.
There springs also unwittingly a pressing . of the facts to make them fit the theory.
(Chamberlain, 1897; cited in Piatt, 1964, p. Bruner, Goodnow, and Austin (1956) found that people learned concepts more easily on the basis of positive instances (i.e., instances that exemplified the concept) than on the basis of negative instances. Subsequent research on hypothesis testing provided direct evidence of a cognitive preference for belief-confirmatory evidence. Wason and Johnson-Laird (1972) , for example, demonstrated that in testing hy potheses about physical objects (e.g., "All chairs have four legs"), people preferentially searched for evidence that would tend to con firm rather than disconfirm the hypothesis they were testing even though they had no particular investment in the hypothesis they were asked to test. Snyder and Swann (1978) (1978) . In their investigations and follow-ups (see Snyder, 1984) , participants tested hypotheses about the extraversion-introver sion of targets by selecting questions from a list that was created prior to the research. Some critics (Trope, Bassok, & Alon, 1984) Grice, 1975) (1978) proposed that people preferentially search for belief-confirmatory evidence because their thought pro cesses are structured so that confirmatory information seems especial ly diagnostic. This implies that perceivers who are motivated to evoke highly diagnostic information about targets will attempt to elicit infor mation that will confirm their beliefs. In the eyes of perceivers, then, a confirmatory strategy and a "diagnostic" strategy may be one & Swann, 1978) and in the research reported in this paper.
GENERAL DISCUSSION
Our findings generally support the notion that once people form a belief about a given individual, they will be inclined to search for evidence that will tend to confirm that belief. As such, our data argue against recent contentions that the confirmatory search strategy is of limited generality. Experiment 1, for example, countered Sackett's (1982) suggestion that perceivers only employ the confirmatory search strategy to test beliefs concerning extraversion-introversion; we now know that the effect generalizes to dominance-submissiveness as well.
The first experiment also showed that perceivers generate confirmatory search strategies spontaneously. This is the third study in which people have spontaneously generated confirmatory search strategies (see also Jerome, 1983; Trope & Bassok, 1983) . The remain der have shown either a nonreliable preference for expectancyconfirmatory information (Wyer, Strack, & Fuhrman, 1982) or no pref erence whatsoever (Trope et al., 1984) . (A study by Dallas and . The research reported in this paper has identified some of the cognitive and social situational factors that encourage people to search for confirmatory information about their interaction partners.
